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Product presentation is an important part of doing business. In most cases, customers learn about a
product through the introduction of sellers. Another case is that a presentation is conducted to
introduce new products to a group of prospective customers. No matter what situation you are going to

face, proper preparation is vital to presenting your product in the best light possible.
In this unit, you will hear three recordings related to product presentation.
Listening 1: Product Description

Listening 2. Selling Products
Listening 3; Presentation of New Products
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Partl Warmmg up

1.

Do you know about the following products? Describe one of them and let your partner guess which

one you are talking about.

2. What might a consumer like to know before purchasing a digital product? How should a

(e

Part Il

salesperson introduce it? Play the roles of salesperson and customer and talk about one or two of

the following products.

Sentence Llstemng

You are going to hear five statements about how to create a powerful sales presentation. Listen
and fill in the following blanks with no more than three\ words.

1.

The quality of 7 will often determine whether a prospect buys from you or one

of your competitors.

2. One of the most common mistakes people make is to use

3. You should focus on the discussion of

4. Today’s business people don’t like

. Speaking

~, therefore, you should make your points
quickly.

causes the other person to quickly lose interest in your presentation.
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Part lll Focus on Listening

Q Listening 1 Product Description
Vocabulary Preview

restore perfume-free ! alcohol-free tub

gum design loop coordination

ﬂ Listen to four monologues and decide which product the speaker is talking about.

\\

A B C D

Speaker 1 = Speaker 2 Speaker 3 Speaker 4

Listen again and fill in the blanks.
Speaker 1; It helps to restore babies’ natural skin balance while gently cleaning at the same time.

They’re also perfume-free and , and they work great on the

Speaker 2 It is perfect for birthday parties and . You can take one home for the children to

~in the tub. It floats upright and has a hole in the bottom so it can squeak.
Speaker 3: It is . It’'s gentle on your baby’s gum. The special handle =~ for a
comfortable hold. This is ideal for 3+ months’ baby.

Speaker 4 Consisting of five bright candy-colored rings looped over a plastic post, it helps babies
as they learn to stack the rings in the proper order. It is made of absolutely safe,

-

suitable for teething.

E Look at the pictures in part B and take down the adjectives describing the quality of

products. Work in groups to brainstorm more related words.
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Words describing quality and performance :

,\, Listening 2 Selling Products
Vocabulary Preview

survey medical fees insurance premiums generous offer

m You are going to hear a short dialogue. Please answer the following questions according to
what you hear.

1. How does the seller begin the conversation?

2. How much is the family protection plan?

3. What does the family protection plan cover?

4. Why does the customer need to increase premiums, according to the seller?

5. What does the seller say when the customer mentions that he can’t afford any more insurance?

6. Does the customer agree to sign the contract? Why?

Listen to the conversation again and fill in the blan\ks.

1. Good morning, I'm doing a survey on family life. ~ answer some
questions?

2. Have you ever thought about - “ if you die, or you're taken ill?

-, S - ~ this policy covers all medical fees and provides your family with an

income equal to your salary

4. When did you last ? The cost of living is rising all the time and

5; ~, for this week only, we can offer you

Just sign here and your policy will start today.
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m Group discussion : What are the strategies of persuasion the seller uses in this conversation?

Can you list more examples of sales promotion?

Listening 3 Presentation of New Products
Vocabulary Preview

co-founder effortless desktop application slideshow
compelling slideshows  digital p\lcture frame import detect
tag pop up prompt upload
link hard drive data distribute

seamlessly synchronize ~ download

B Listen and decide whether the following statements are true or false. Mark “T” for true and
“F” for false.

) 1. The new product is a smart camera which can organize your photos.
) 2. Your face can be detected by iLovePhotos automatically.
) 3. It takes you about 30 minutes to make a slideshow with iLovePhotos.

N AN N N

) 4. All the contact information on the business cards can be added to your address book
automatically by iLovePhotos.
( ) 5. Everyone who has been tagged will be able to see his photo uploaded to iLovePhotos.com.
( ) 6. The philosophy of the inventor is about better organization of your photos on your hard
drive.
( ) 7. The iLovePhotos Mac software can synchronize with iPhoto, but it can not act as a
standalone photo manager.

( ) 8. It takes the team two years to work out this new desktop application.

Put the following steps of using iLovePhotos into the right order.

L. Import pictures into iLovePhotos

!

2. Upload photos automatically .
|

3. Take pictures with friends L ; ;
|
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4. Add contact information to address book

5. Tag people in the photo collection

6. Send emails with a link to photos ‘

8] Answer the following questions according to what you hear.

1. What are the two things that iLovePhotos can do?

2 How can the software use the data to create amazing slideshows automatically?

3. When will the Window version of iLovePhotos come out?

4. Where can you download the software?

5. Where can you go if you want to know more about the product?

PartIV More to Know

1. How to Create a Product Presentation

Product presentation is an important part of selling your product to prospective customers. In
many cases, this will be the customer’s first chance to know about your company as well as your
product. First impressions are critical.

Before you even start building your presentation, be sure you know the following information :

Objective/Call to action—At the end of your product presentation you want something to
happen, either you want a customer to move forward to evzlluate your product, your management to
buy into what you are doing with the product, your sales people eager to sell your product, or an
investor or your management to provide additional funding of your product.

Target audience—Who are you giving the presentation to? ( Prospective customers, investors,
management) What is their industry like right now? What are their needs and immediate concerns?
What are their individual goals? Where is their pain?

Orientation—How much does your audience know of your product and other similar products?
What is special about the way this audience looks at your product? Do they have any preconceived

notions? Are they looking at competitors? If so, which ones? What are their special interests?

6 <



